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NEIGHBORHOOD   BUSINESS   DISTRICTS 
DECLINE   CAN   BE   F  I  C  T  I  0  Nl 


There  is  a  r.yth  that  neighborhood  business  districts  are  in  decline.   This 
myth  exists  in  spite  of  the  fact  that  neighborhood  business  districts  (N.B.D.'s) 
are  still  around  several  years  after  the  arrival  of  shoppin"g  centers  and  T^iany 
people  are  earning  a  living  by  ovming,  manaf.ing  and  x.'orking  in  M.B.D.  estab- 
lishments.  Th.ese  factors  r.mst  provide  proof  that  there  is  still  an  econonic 
and  population-serving  role  for  the  N.B.D.'s.   Yet,  a  reviev;  of  literature 
docs  not  produce  anything  \.-hich  indicates  v/hat  this  role  is;  it  produces  only 
a  variety  of  urban  design  plans  for  sor.e  of  our  nation's  neighborhood  business 
areas,  all  devoid  of  meaningful  and  comprehensive  attention  to  the  econonic 
aspects  of  these  areas. 

The  myth  that  N.B.D.'s  are  in  decline  conbined  vjith  (1)  pleas  of  merchants 
for  planning  assistance,  (2)  the  Cincinnati  City  Planning  Commission's  recog- 
nition of  the  need  for  an  analysis  of  all  aspects  of  the  city's  econonic  and 
employment  problem.s  and  potential,  and  (3)  the  Cit)'  Council's  desire  to  help 
maintain  and  improve  N.B.D.'s  led  to  in  dcjith  analyses  of  the  city's  some 
120  neighborhood  business  districts. 


A  PROGRA.M  FOR  NEIGllBORJIOOD  BUSINESS  DISTRICTS:   A  Sli:flL\RY 

The  overriding  objective  of  the  City  of  Cincinnati's  N.B.D.  Program  is 
that  of  deterraining  \:hat   actions  are  necessary  to  stabilize  N.B.D.'s  economically 
and,  where  possible,  to  improve  their  economic  strength  —  i.e.,  to  increase 
the  operational  efficiency  (profit-making  capacity)  of  their  establishments 
and  the  use  of  N.B.D.'s  by  consumers.   The  focus  has,  therefore,  been  upon 
issues  affecting  the  economic  strength  of  N.B.D.'s  as  well  as  upon  the  adequacy 
of  the  physical  facilities.   The  focus  has  been  upon  improving  and  maintaining 
existing  business  areas  and  not  upon  the  creation  of  nev;  ones. 

The  conclusions  resulting  from  the  N.B.D.  v:ork  completed  to  date  stem 
from  the  analyses  of  four  major  areas  of  information: 

1.  The  econonic  potential  (or  opportunities)  and  proble:iis  confronting 
N.B.D.'s  identified  by  an  analyses  of  regional  economic  trends  and 
development  expectations,  chan",e  in  establishment  types  v/ithin 
N.B.D.'s,  1960-1970,  and  the  potential  e::pGnditure  of  market  area 
residents  vjitliin  many  N.B.D. -type  of  establishments; 

2.  An  identification,  tlirough  tlie  use  of  the  survey  research  technique, 
of  hov:  relatively  well  off  tluj  city's  ".'.B.D.'s  arc  cconcm.ically  and 
In  what  ways  the  attitudes  and  beliavior  (practices)  of  consumers 
and  merchants  may  be  affecting  the  economic  strength  of  N.B.D.'s; 
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3.  An  identification  of  the  reJntivc  cor.dition  of  M.B.D.  structures,  the 
contribution  IJ.B.D.'s  iriake  to  tlie  city's  economj'  and  the  attitudes  of 

.business  people  and  consumers  toward  the  adequacy  of  ]jar):in2,  traffic 
flo\j  problens  and  related  physical  conditions;  and 

4.  Identification  of  programs  that  might  be  developed  to  resolve  problems 
and  strengthen  M.B.D.'s. 

This  analytical  approach  stresses  the  fact  that  consumer  attitudes  tovjard  a 
busines.'j  and  an  N.B.D.  and  consur.-.er  practices  relative  to  such  factors  as 
advertising^,  the  availability  of  credit  and  pricinn;  affect  tlie  economic 
vitality  of  businesses  and  li.B.D.'s.   It  rccop.nizes  that  merchants'  attitudes 
and  conceptions  as  to  what  their  problems  are  affect  their  belmvior  and  there- 
fore, an  IJ.B.D.'s  economic  stability.   It  recof^r.i^.es  that  redevelopment 
activities  withr'n  business  areas  arc  not  r;oin?;  to  !;clp  neigliborhoods  unless 
the  m.any  factors  affecting  an  N.B.D.'s  economic  stability  arc  also  of  concern. 

Tliis  analytical  focus  provides  convincing  proof  that  the  neighborhood 
business  areas  have  a  vital  role  in  the  city's  economy  and  a  future.   It  also 
demonstrates  that  they  have  problcm.s  and  that  national  and  regional  economic 
factors  and  other  market  considerations  impose  limitations  upon  them.   Thus, 
the  paper  vrill  be  a  discussion  of  the  assets  of  tlie  business  districts, 
their  problems  and  the  limitations  imposed  upon  tliem.   In  addition,  it  v;ill 
briefly  highlight  the  next  phase  of  Cincinnati's  !Ieighborhood  Business 
District  planning  program.   Firstly,  it  vill  focus-  upon  tlie  assets  of  tlic 
N.B.U. 's. 


ASSETS  or  THE  n.B.D, 's 

N.B.D.'s  nre  too  important  to  hnvG  baen  neglected  for  5^0  Ioit?; .   Thev  are 
e s 53 ential  to  the-  city's  or.onor'.y  and  to  the  nc;ec":.q  of  the  city's  residential 
cor:r:iur.itics_.   By  definition  an  N.B.D.  is  a  concentration  of  at  least  five 
establishncnts  being  used  for  any  one  or  several  activities:   retail,  selected 
services,  financial-real  estate-insurance,  and  professional  services.   These 
four  types  of  activities  are  referred  to  as  N.B.D.-typc  activities.   Sone 
N.B.D.'s  also  contain  nanuf acturing;  T.'holesale-distribution  activities; 
offices,  storage  and/or  display  areas  for  building  contractors  and  sub-contractors; 
and  the  offices  of  corporations  and  nanuf acturinp.  representatives. 

Neighborhood  business  preas  and  the  residential  areas  they  serve  are  inter- 
dependent.  The  business  areas  provide  needed  poods  and  services  and  are  dependent 
upon  residents  for  patronage.   Tlie  residents  have  a  daily  and  -.'eekly  need  for 
goods  and  services.   These  needs  include  such  thin::s  as  health  services;  [groceries, 
drugs,  barbers  and  beauty  salons,  gasoline,  and  sonetimes  such  thinp;s  as  clothing, 
shoes  end  leisure  activities;  and  educntional  and  cliild  care  services.   Many  of 
these  are  provif'ed  by  .".2.]).'s,  for  nearly  90  percent  of  the  city's  households 
use  then  to  purchase  sor.e  or  nany  of  the  needed  coods  and  services. 

Convenience  is  one  of  their  assets.   In  1970,  SO  percent  of  the  consumers 
using  N.B.D.'s  said  convenience  is  v/hat  they  l±he   most  about  shopping  in  their 
N.B.D.'s.   Another  asset  is  the  jobs  they  provide.   The  city's  5,150  M.B.D. 
establishments  provided  an  estiriated  35,000  jobs,  in  1970;  these  represented 
enployr.ent  for  20-25  percent  of  the  city's  labor  force.   The  retail  establishments, 
inost  selected  ser-zice  establishir.ents  and  7r.edical-le?,al  services  generated  an 
estinated  revenue,  in  1970,  of  ?4A1.0  nillion.   Ti\is  revenue  nay  have  brought 
$350,000  in  taxes  on  business  profit  to  city  governnent.   The  35,000  jobs  n:ay 
have  lepresented  $2.0  million  in  taxes  on  payrolls.   The  5,150  N.3.D.  establish- 
ments also  represented  for  city  governr.-.ent ,  about  $6.0  nillion  in  real  estate 
tax  revenue.   The  $-^141  nilJ.jon  income  to  retail,  r.ost  selected  service  and 
medical-legal  service  estal.-lislir.cnts  reprc;-;entGd  an  estinated  66  percent  of 
consumer  potential  expenditure  in  these  types  of  establishments. 

In  1970,  convenience  retail  establishments  (i.e.,  food  stores,  sei"vice 
stations  and  drug  stores)  captured  an  estinated  75-cO  percent  of  the  potential 
expenditure;  general  retail  (i.e.,  hcrdvares-building  material  dealers, 
department-variety  stores,  auto  and  auto  parts  sales,  clothing-accessory 
stores,  furniture-home  furnishing  establisiiments ,  eating-drinlcing  establishments, 
and  miscellaneous  retail),  about  50  percent;  convenience  selected  services 
(i.e.,  personal  sei"vice  establishments,  auto  repairs  and  related  services  and 
miscellaneous  household  repair  services),  100  percent!  of  the  potential; 
amusement-recreational  service  establiahmenCs ,  50  percent;  and  ncdical-lcgal 
service  establishments,  70  percent  of  the  potential  expenditure. 

The  percent  of  potential  expenditure  estimated  as  being  captured  by  N.B.D. 
establishments  hints  tliat  I.'.B.D.'s  perform  specific  functions.   Tliat  is  an 
asset  to  tlTcm.   Generally  they  are  not  really  in  competition  with  regional 
shopping;  centers,  i.e.,  dov;ntcv;n  and  t!ie  large  department  store  shopping 
complexes.   T'ne  dcninsnt  function  of  regional  centers  is  retail,  especially 
the  general  retail,  and  large  convenionca  rc-.tail  functions.   I'clativc  to 
establishments,  e.g.,  about  25  percent  of  the  retail  cstablis!;nonts  located 
:;ithin  regional  centers  arc  dcp»*rtp.Gnt-vari  cty  and  clothing  stores;  just  over 
10  percent  are  in  N.B.D.'s. 
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Tlie  IM'.D.'.q  function  i.'^  5;li]'f tin^r;  it  is  r.ot  doclinlnn.   It  is  shifting 
fron  retail  to  services  v;ith  the  advent  of  the  suburban  regional  shopping 
centers.   In  1963,  SI  percent  of  the  regional  sliopping  centers'  retail 
establish'.nents  v-ere  f;'^"'-"''^-^  retail;  inl9G7,  this  value  increased  to 
S5  percent.   In  1960,  nearly  60  percent  of  the  X.B.D.'s  establislirnents  were 
retail;  in  1970,  just  about  50  percent  were  retail  and  the  rest  vera  ser'/ices. 
Retail  establishnents  in  I'.E.D.'s  clian^'tecl  little  in  nuTP.bcr ,  1960-1970;  service 
establishr;:-?.nt3  increased  in  nunber.   Althoufili  nearly  SO  percent  of  the  city's 
households  use  ^;.r..D.'s,  about  70  percent  of  those  usin;;  N.B.D.'s  appear  to 
be  buying  nost  of  their  In'fjaer-cost  (general  retail  iters,  with  the  exception 
of  autor.'.obiles,  in  rej^ional  centers.   The  survey  of  consurriers  as  v:ell  as 
iuforniation  on  establishnents  provides  this  iusi^;ht  on  shopping  patterns. 

The  sun'C}'  of  business  people  adds  confidence  to  the  conclusion  that  there 
is  a  specific  functional  difference  between  II.B.D.'s  and  regional  shopping 
centers.   For  c::aniplc'.,  in  t]ic  sur\'cy  of  r.erchants,  one  percent  of  those 
ansv/ering  the  question  wlicthcr  or  not  they  arc  confronting  j>roblons  (in 
addition  to  criiie,  availability  of  loans,  zoning,  parking  and  traffic)  in 
operating  their  businesses  said  too  fev.'  customers;  only  0.3  percent  answering 
the  question  wb.ether  or  not  they  are  confronting  problcins  (other  than  tliosc 
just  cited)  in  expanding  their  businesses  said  conpetition  of  shopping 
centers,  which  ansv:er  included  planned  i'J.B.D.'s  as  well  as  regional  shopping 
centers.   (The  planned  M.B.D.'s  are  those  business  districts  having  most  of 
their  establis'nnents  built  at  the  sanie  time  and  as  part  of  the  sane  structure.) 

1960-1970,  N'.Fj.D.'s  were  able  to  adjust  to  changes  in  narkct  denands. 
They  changed  in  function.   Tnis  change  in  function  nay  be  what  sone  observers 
have  interpreted  to  be  decline.   Tliis  change  can  be  dcmonstratod .   For 
exanplc,  for  those  estal)lishr::ent  types  for  which  past  infornation  is 
available  —  i.e.,  all  types  of  retail  GstaLlisiments ,  selected  services 
except  for  nost  business  services,  financial-real  estate-insurance  fir.ns  and 
most  uedical  and  legal  services  —  52  percent  of  the  3,o50  N.D.D.-type  estab- 
lishments located  within  N.B.D.'s,  in  1970,  were  retail;  26  percent,  selected 
services;  11  percent,  financial-real  estate-insurance  firms;  and  11  percent, 
professional  services.   In  1960,  these  same  values  for  soric  3,300  establish- 
ments were  59  percent,  26  percent,  9  percent  and  6  percent,  respectively. ^ 

Another  adjustment  experienced  by  N.H.D.'s,  1960-1970,  vzas  a  decline  in 
the  number  of  convenience  retail  establishments  and  an  equal  increase  in  the 
nuinber  of  general  retail  firms.   Food  stores  accounted  for  much  of  the  decline 
in  the  nurber  of  convenience  retail  establishnents;  auto  and  auto  parts  sales, 
furniturc-hoT.e  furnishing  stores,  eating-drinking  establishn-.ents  and  miscel- 
laneous retail  activities  accounted  for  the  increase  in  the  i;umbcr  of  general 
retail  establishnents.   Tlie  growing  importance  of  the  supermarket  and  a  decline 
in  population  accounted  for  some  decline  in  the  number  of  convenience  retail 
activities.   The  advent  of  the  large,  discount  drug  store  has  augmented  tlie 
decline. 

The  only  selected  services  not  increasing  in  number  witliin  the  tl.B.D.'s, 
1960-1970,  wore  the  miscellaneous,  household  item  repair  services  which  declined 
in  number  and  motion  picture  theaters  '.;hicli  remained  unclianged. 

Hanag.er.cnt  policies  of  the  suburban  regional  sIionj2_in^,  centers  and  the  lii.".h 
cost  of  locatin;-,  with  in  re:'  i  oil«  1  t  c  I'.ters  (and  planned  :i.:'..i).'s )  ajipcar  to  be 
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another  apric.t  of  Lhe  'I.B.D.'s.   These  factors  are  succinctly  oiitlined  in  a 
letter  received  frcn  one  of  the  cit3''s  r.ierciinnts .   Tliis  i::orchcat  ^■.'rites: 
"...  I  should  lih.e  to  point  out  tliat  operating  a  store  in  an  area  like 
Collef;e  liill  (an  N.B.D.)  in  corr.parison  to  shopping,  centers  li!:e  Northgate 
lias  these  advantap;es:   1)  lower  rent;   2)  little  or  no  parking  area  charges, 
common  area  maintenance,  r.all  charf,e  for  air-conditioning  and  heat;   3)  center 
advertising,  charges;   A)  control  of  store  hours;  and   5)  no  restrictions  as 
to  merchandise  lines;  and  6)  lov;er  initial  investnent  because,  [;encrally, 
the  tenant  in  shopping,  centers  Z'-'t^   only  three  v.-alls  and  a  roof  and  must 
conplate  t?ie  rest;   7)  there  are  also  conditions  for  payin,';  center's  increased 
tax  and  insurance  costs;   8)  the  burden  of  lonp^-terin  leases,  a  mininuin  of 
7-10  years  and  probably  15-20  years."  Wliat  this  stateisent  represents  is  the 
desire  and  need  of  mcrcliants  to  have  flexibility  in  the  rana;;enent  of  their 
businesses  and  in  the  selection  of  nerc)-.andise  lines  and  services.   It  also 
implies  there  is  a  need  for  reasonable  rent  levels. 

There  are  businesses  whicli  operate  within  a  tif:}it  sales-operating  cost- 
profit  structure.   These  are  businesses  v;luch  need  fairly  lovr-rent  locations. 
Tliere  are  people  \7ho  v;ant  to  go  into  business.   Their  capital  assets  are 
liinitcd;  they  may  bo  ui-.v/illing  to  .".amble  with  expensive,  lonc.;-term  leases  or 
mortgages,  and/or  their  line  of  products  and  services  arc  untested  in  the 
i?,arket  place.   These,  too,  are  businesses  v.'anting  and  needing  fairly  lov;-rcnt 
locations. 

Beauty  is  not  irportant  to  nost  cons\'.r'ers.   Most  consumers,  even  most  of 
those  using  N.B.D.'s  hrving  substai^tial  sig.ns  of  building  deterioration  and 
fairly-high  vacancy,  seem  to  consider  the  establishi-enta  in  the  W.L.D.'s  to  be 
generally  attractive  and  modern.   The  consumers  do  not  seen  to  foe]  a  need  to 
shop  in  an  air-conditioned,  mall-type  of  N.B.D.   Older  K'.B.D. 's  v.'hich  provide 
rca.sonable  rent  locations  seem  to  satisfy  theiu.   Most  consumers  also  seem  to 
feel  that  the  quality  of  products  and  services  is  good.   This  is  the  case  even 
In  lower-income  areas,  the  kind  about  which  many  v;ords  stating  the  contrary 
have  been  vTritten. 

Most  N.B.D.'s  are  doing  equally  v/ell  economically.   Through  the  use  of  four 
indicators  of  economic  strength  and  a  sophisticated  statistical  test  it  V7as 
possible  to  determine  a  relative  measure  of  economic  v.'ell-being  for  m.ost 
N.B.D.'s.-^  This  measure  shov7ed  most  N.B.D.'s  are  doing  equally  \7ell.   There  is 
no  apparent  geographical  or  locational  pattern  for  those  that  are  below  average 
economically.   A  business  area  in  a  model  cities  area  is  apt  to  be  just  as  well 
off  as  one  in  a  higher  income  area.   The  four  indicators  used  to  determine  the 
relative  economic  strength  of  individual  ^J.R.D.'s  are  dollar  sales  in  1969, 
percent  change  in  sales  occurring  between  tlie  first  six  montiis  of  1969  and  the 
first  six  m.onths  of  1970,  profit  for  trie  year  1969  and  the  percent  change  in 
profit  occurring  between  the  fir:;t  six  months  of  1969  and  those  same  months 
of  1970. 

Based  upon  the  type  of  businesses  located  within  a  given  N.B.I).  ,  78  percent 
[of  the  M.B.I). 's  were  found  to  have  an  average  level  of  sales;  70  percent,  an 
average  performance  or  profit;  62  percent,  ^n  avera;;e  change  in  sales;  and 
J90  percent,  an  average  ci)ange  in  i^rofit.   Ti;cse  values  slio\;  the  M.B.D.'s  to  be 
generally  stable  economically.   Oclicr  indicators  were  found  that  give  confidence 
to  this  statoi::ont.   Tiie  r.cdian  tim.c  IJ.H.D.  busiiicsses  have  been  at  thcii"  prcseiit 
locations  '..'as  ten  years.   Over  ,75  iiercont  of  tiic  mercliants  said  th.e  volume  of 
business  increased  bef.Tcn  tlio  first  six  month;;  of  1969  and  tliosc  same  mouths 
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of  1970.   About  70  porccnt  said  their  Inventory  ii.id  not  chant^cd  and  77  percent 
said  cnp]o>T;cnt  had  not  cl'ian;;cu.   Two-thirds  naid  their  revenue  had  increased 
or  not  c])anr;,ed,  70  percent  said  their  profit  had  Increased  or  rer.aincd  stable. 
Increases  in  pricing,  helped  revenues  and  profit  to  increase  or  to  renain 
unchanr^cd.   For  1970-1971,  the  ir.erchants  shoved  substantial  optinisn;  nearly 
60  percent  expected  their  sales  to  increase.   It  nust  be  Iccpt  in  riind ,  ho\;ever, 
tliat  som   Ii.B.D.'s  are  not  so  fortunate. 


SOME  proble;is  co:.'FRo::Tr,:G  the  n.e.d.'s 
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concerned  vri  th   bus  in  ess  r.'ann^.  c-r:'.cnt  a  nd  narket  j  n<^. ,  p  p  ve  rnn- en  t- provided  sorvicos 
and  the  r.u.1  tinlici  tv  of  ;•'.  B.  j.i.  '  s.   Tiio  sar.ple  survey  of  business  people  and 
sar.ple  survey  of  consurAurs ,  undertaken  for  the  City  Planninj;  Comission  by  the 
Universit)'  of  Cincinnati  Institute  for  Metropolitan  Studies,  enabled  the  nature 
of  inany  attitudinal  and  behavioral  types  of  concerns  and  issues  to  be  identified 
—  and  i.iany  preconceived  ideas  to  bccone  questionable  or  to  be  put  into  a  more 
accurate  perspective.   The  surveys,  which  vjcrc  undertaken  as  pilots,  tell  that 
there  is  a  dire  need  for  i^erchants  to  be  able  to  better  plan,  orfMnir.e  and 
control  their  businesses  and  to  undertake  a  nore  organized  approach  in  marketing 
their  products  and  services.   They  also  tell  tiiat  there  is  a  need  to  be  concerned 
V7ith  crin-.e,  x.'ith  nisconceptions  and  the  lack  of  knovledye  of  both  merchants  and 
consumers,  and  v;ith  the  limited  knowlcdj^e  merchants  have  as  to  the  services 
already  provided  by  government  and  private  organizations.   They  tell  that  tliere 
is  a  need,  too,  for  kno'.-'ledge  which  x.'ill  enable  merchants  to  be  able  to  nore 
easily  adjust  to  the  demand  of  their  market.   To  demonstrate  these  needs  arc 
the  follov.'ing  results  from  the  pilot  surveys. 

1.  Over  a  one-year  time  period  (i.e.,  mid-1969  througli  nid-1970)  fev.'er 
than  15  percent  of  the  r.erchants  said  they  applied  for  loans.  Many 
appear  not  to  do  financial  planning;  some  may  even  fear  being  in  debt. 

2.  Just  50  percent  said  they  liave  taken  courses  or  seminars  in  business 
practices,  A5  percent  provided  no  credit  sales  and  only  30  percent  had 
store  credit  accounts.   In  I'.B.D.'s  having  above  tl^e  normal  level  of 
sales,  40  percent  had  store  credit  accounts  and  just  35  percent  had 

no  credit  sales. 

3.  Consumers  may  not  be  avare  to  what  extent  credit  is  available  in  many 
N.B.D.'s  and  m.any  miay  frequent  just  those  establishments  providing 
credit.   Nearly  55  percent  of  the  merchants  said  they  do  provide  credit 
sales  and  an  equal  number  of  the  consumers  believed  credit  to  be 
available,  but  another  37  percent  said  they  do  not  know  if  credit  is 

or  is  not  available.   To  many  people  credit  is  quite  im.portant.   Of 
those  believing  credit  to  be  available,  one-quarter  said  it  is  a  major 
advantage  to  them.   In  fact,  57  percent  of  those  merchants  in  K.B.D.'s 
having  above  average  sales  provided  credit  sales.   Statistical  tests 
shov.'ed  the  57  percent  to  be  significant. 

4.  Many  merchants  do  not  know  of  all  the  services  already  being  provided 
by  government  that  can  bo  of  benefit  to  thcPi.  Only  50  percent  of  the 
r.erchants  cited  problems  \;ithln  their  ".B.D.'s  they  feel  should  be  of 
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concern  to  city  f'.ovcrnment.  In  N.B.D.'s  havin?;  above  avorajc  profit 
this  value  was  obout  60  percent.  In  sone  market  areas  it  v.'as  as  low 
as  15-20  percent. 

5.  About  20  percent  of  the  consumers  felt  prices  vjere  higher  than  those 
of  non-M.B.D.  cstablishnnnts ;  only  5  percent  felt  they  v;crc  lower. 
In  those  2^.B.I3.'s  havinr.  above  avor-iji-.e  sales,  over  10  percent  felt 
that  prices  were  lower;  in  those  havinp.  below  average  sales,  this 
value  was  A  percent.   Statistical  sinniiicance  tests  shov.'ed  the 
difference  between  10  percent  and  4  percent  to  be  significant. 

6.  About  thrce-ei.crhths  of  tlic  consuners  did  not  feel  tlie  variety  of  goods 
and  services  available  in  that  M.I>.D.  they  niost  often  use  was  wide. 
This  response  nay  reflect  a  desire  for  the  kind  of  products  or  services 
for  \'hich  an  I\'.l'.D.'s  market  or  a  narl'.ct  area's  dcnand  is  linited,  or 
it  nay  represent  a  mercliandising  problcr.'.   A  nerchandising  problen  ir.ay 
reflect  an  inability  to  adjust  quickly  enoug!i  to  a  changing  population 
and  market. 

7.  Many  merchants  need  to  create  an  inage  in  the  minds  of  consur.ers.   They 
need  to  create  an  imago,  e.g.,  that  prices  arc  not  higher,  v.'hen  in 

fact  they  are  not;  that  they  are  selling  a  specialized,  unique,  in-crowd 
product  line;  or  that  immediate  personal  attention  to  the  consumers' 
needs  is  a  motto.   Advertising  is  one  way  of  accomplishing  tliis  need. 
About  70  percent  of  the  norcliants  advertised  and  55  percent  of  the 
consti^ers  said  they  use  ads  in  making  purchasing  decisions.   Yet, 
consumers  seem  to  have  misconceived  images.   !'aybe  the  merchants  do 
nut  advejLtise  tlie  riglit  goods  and  services,  use  tiie  wrong  media, 
ignore  the  need  to  reflect  an  inage  in  their  ads.   Some  may  be  over- 
advertising;  others,  under-advertising.   Some  may  be  best  off  using 
the  v.-ord-of-mouth  advertising;  others  may  need  to  use  the  media.   Of 
the  70  percent  who  said  they  advertise,  40-''i5  percent  relied  upon  just 
one  medium  and  the  median  am.ount  of  money  spent  for  advertising  ranged 
between  $100  and  $1,000,  in  1969,  for  those  whose  advertising  was  not 
provided  by  a  regional  or  nationval  affiliate.   Newspapers  are  a  commonly 
used  medium. 

8.  There  api)ear  to  be  too  many  small  districts  in  clo.^e  proximity  to  one 
another  and  thereby,  tliey  are  weakening  one  another  economically.   It 
is  especially  \;ithin  the  inner  city  where  N.B.D.'s  arc  most  numerous 
in  nurJ;er  —  and  v/Iiere  some  are  gradually  phasing  themselves  out  of 
existence.   Tlic  ciiallen;',&  in  the  suburban  areas  is  finding  Xv'ays  to 
licit  the  niumber  of  business  districts.   The  business  districts  that 
are  above  average  economically  are  drawing  from  a  larger  area  and  have 
fev.'cr  \;alking  conGur.crs  than  those  that  are  belov?  average. 

9.  Merchants  appear  to  be  over-perceiving  the  parl'.ing  problem.   Al)out  17 
percent  of  the  consumers  said  parlcin;;  is  inadequate;  38  percent  of  the 
merchants  said  it  is  inadequate.   I-'.'asures  of  avnila'ule  on-street  and 
off-street  parl^ing  spaces  per  occupied  cstablislinent  indicate  that  aliout 
one-quarter  of  the  'J.Tj.D.'s  may  'nave  rieaiiingful  par!:ing  deficiencies. 

• 

10.      About    36   ;K!rcr'!it   of    tbiC  i.:('rchants    felt    they  .;iro   conf rontin.",    crime 

]irol)l('ns,    cspecl,-:]ly   Lrral;]  i:;;  and   cnUxring,    robbery   and    .sliopH  f  ting. 
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This  feeling  was  Rreater  in  lover-incoiriC  and  changinf;  neip/.iborhoods. 
For  the  latter  areas,  fear  cf  crime  nay  have  been  reflected  in  the 
merchanta'  responses.   Fear  is  sirnif icant.   There  v.'as  a  tendency  for 
•  mcrclinnts  in  these  areas  to  be' considorinr,  relocation  more  than  \.'as 
the  case  for  the  city's  ncrchants  as  a  group. 

Economic  instability  is  indicated  in  other  vrays  as  well.   Sone  econor.ic 
instal.ijlity  is  negative  and  sone  is  positive.   Sone  represents  a  tin^e  lag  in 
the  aMlity  of  nerchants  to  adjust  to  char.r.cs  in  consumer  demands  and  sore, 
national  econor.ic  trends.   Some  of  the  business  districts  experienced  a  decline 
in  business  volur.e  alon^  with  an  increase  in  inventory  and  the  nurr.ber  of 
employees.   Some  experienced  a  decline  in  revenue  and  profit  at  the  sane  tine 
prices  of  goods  and  services  were  increased.   Others  had  an  above  average  profit 
level  and  a  below  avcraf^e  sales  level  or  an  average  sales  level  and  a  below 
average  change  in  sales.   These  are  negative  imbalances.   They  represent  the 
need  for  better  pricing  practices,  better  control  over  the  cost  of  doing 
business,  and  knowledge  of  the  special  demands  of  different  population  groups 
and  tlie  impact  of  national  economic  changes  upon  siiall,  neighborhood  businesses. 
Large  businesses  selling  and  manufacturing  durable  goods  have  nuch  insight  into 
the  niari;et  as  a  result  of  the  v.'orl;  George  Katona  has  undertaken  for  the 
Department  of  Commerce;  snail  business  people  have  very  little  information 
to  help  them  —  yet"  many  have  been  able  to  do  quite  V7ell. 

Instability  may  not  always  represent  a  problem,  hoxjever.   Usually, 
relocation  and  several  vacant  store  spaces  are  viewed  to  be  bad.   To  maintain 
a  m.aricet,  some  businesses  have  to  move.   To  acquire  a  larger  space,  others 
have  to  move.   These  novements  nay  r£])rcsent  an  adjusti.ient  to  a  changing 
marl;et  and  a  declining  population.   Moro.over,  a  sig,nificant  vacancy  rate  may 
h.avc  an  advantage  on  rental  levels.   Vacancy,  oftentimes,  is  temporary.   It 
nay  represent  an  adju:^tm.ent  process  in  the  type  of  bur.incsses  an  ".J.B.D.  is  to 
contain.   Soi.^.e  vacancy,  therefore,  is  a  norr.cl  r.iar!:ct  plienoncnon  and  sone 
represents  potential  low-rent  space  for  new,  ine::per.ienccd  entrepreneurs. 
Thus,  not  all  of  the  li.]J.D.'s  10  percent  plus  vacancy  rate  represents  a 
problem.   Only  a  portion  represents  abondonment,  insufficient  maintenance  and 
inadequate  business  management  know-ho\.'. 

CONSTRAINTS  WORKING  UPON  THE  N.B.D.'S 

N.B.D.'s  have  a  future;  t!  i  ore  ar  i^ ,   howevc  rj, limitations  and  considerations 

xj'/ii'ch  ■■■■'ill  influence  their  future.   Tiiesc  considerations  include  the  especially 
im.portant  role  :..lJ.D.'s  perform  in  retail,  selected  service;  and  finance.   In 
1970,  an  estimated  GO  percent  of  all  the  city's  retail  establishments,  Au  percent 
of  its  selected  services  and  60  percent  of  its  financial  establishments  \.-cre 
located  v.'ithin  ".i.b.D.'s.   Just  20  percent  of  its  real  estate-insurance  firm.s 
and  25  percent  of  its  professional  .services  -v.'ore  in  N.Ij.D.'s.   Many  of  these 
establishments  were  in  the  C.B.D.  and  scattered  locations. 

Another  consideration  in  determining  the  future  of  J'.Pj.D.'s  is  the  projec- 
tion of  distrxbucion  of  .\'. ;).  D.-type  establishments  -within  t'.ie  Cincinnati  region. 
This  estimate  of  the  future  indicate!  that,  n70-19;)0,  retail  c.sta'.)lislK:;L:nts 
are  not  expected  to  c;i.-ui;>e  in  num'.uir  \.'iL:ii.n  .'.'.Ji.D.'s.   I'jGO-ll'TO,  the  nu;:-.!)er 
of  rc-tail  firm;:  rei-iaincu  stable  —  i.e.,  tiuiy  i  r.cre.'ised  one  percent;  or  less 
\.';iiio  tiic  city,  i'^'T'O-T-'o? ,  ex;*crien(:.'-c!  a  decrease  in  the  niinlii'-r  of  retail 


cstr.blir,l!;:-.o.nts.   Tlds  decrease?  in  the  nuir.ljcir  of  retail  establishr;ents  occuri-iiT; 
v;itliin  the  city  ami  th.crcforfi,  the  G-County  0!iio-Kcntuc;'.y-India!i.-i  Rc,f^,ion, 
1958-1967,  is  expected  to  ccntin-jc,  but  at  a  rilo\.'er  rr.tc,  1967-19:10,  and  the 
city's  uccliao  is  not  expected  to  occur  in  the  C.B.D.  and  N.B.D.'s.   Many 
types  of  retail  establisk-icnts  need  to  be  near  other  retail  cstablislinents  in 
order  to  dra;.'  on  eacli  other's  custOTners;  t'lerefore,  tlicy  r.eek  locations  ^.'hcre. 
there  arc  other  retail  activities.   1960-1970,  the  N.B.D.'s  regained  stable  in 
the  number  of  retail  cstablishr-.ontG  because  of  the  developr.ient  of  the  planned 
N.Ij.D.'s.   These  districts  contain  mostly  retail  and  very  fev;  service  estab- 
lishnicnts.   There  is  Ignited  potential  for  the  developT:;ent  of  more  v;ithin  tiie 
city,  for  there  is  little  vacant  land  available  in  si:'.eable  tracts.   In 
addition,  r(_\!-.ional  shopping;  centers,  vhich  liavo  at  least  tv.-o  of  th^e  city's  najor 
dcpartr.C'nt  stores  present  v'ithin  th.en,  are  not  expected  to  significantly  increase 
their  share  of  the  rc;;ion's  retail  establish-^Gnts  and  soles,  1967-1980. 

V.'ithir  rct".il  acti^'itics  it  is  anticipated  that  there  ^-'ill  be  nore  [r.encral 
retail  and  fever  convenience  retail  ostablisi-r.-ents  than  in  1970.   Sonie  increase, 
althou.;',h  limited,  1970-1980,  can  be  reasonably  e:;pectod  in  the  number  of  general 
retail  establir/nr.cnts  because  of  the  increase  expected  in  tlic  nu;r.ber  of  eatinp;- 
drinhing  estcbli5hr..cnts ,  miscellaneous  retail  activities  and  possibly,  furniturc- 
horie  furnishin~  establisl;~ents.   This  increase  will  probably  be  {rroater  tlian  tiie 
]  ir.ited  absolute  decline  anticipated  in  liar.'Iva.re-buildinf]  material  dealers  and 
departnent-variety  stores  v.'hich  are  feeling  tiie  influence  of  the  discount 
stores,  the  decline  in  clothinr.-accessory  stores  which  will  probably  continue 
to  prefer  rc^.ional  center  locations,  and  the  small  decrease  that  ruay  occur  in 
auto;-otivc  sales  because  of  the  lirited  space  available  in  !'.3).D.'s  for 
expansion  of  these  activities.   The  only  convenience  retail  activity  expected 
to  increase,  and  that  just  sli^;htly,  is  .service  stations.   Th:!  s  increase  is 
expected  to  be  less  than  the  decrease  in  food  stores,  especially  tlie  linxted-itcm 
food  stores  and  snail  ,T.roceries  T'hose  function  will  continue  to  be  tal;en  over  b]/ 
the  supcrnarket  and  cliain-type  convenience  stores. 

Furniture-hone  furnisiiing  establisl:r.ents,  catin^.-drinhin,!;;  firni.', ,  miscel- 
laneous retail,  and  service  stations  arc  expected  to  continue  to  select  locations 
having  a  concentration  of  retail  activities,  like  re:;icnal  centers  and  ^I.B.D.'s 
have.  ZorSn'j,   and  the  benefit  derived  fron  bcin,^,  near  other  business  activities 
are  affecting;  location  decisions.   I95u-1967,  the  nu-ab-e.r  of  furniture-horie 
furnishing';  stores  and  eatin?,-drip.kin,";  estabiislironts  declined  -.jitliin  the 
netropol  ■. tan  area  and  city,  and  miscellaneous  retail  declined  within  the  city, 
hut  all  tlirec  activities  increased  in  nu:.-:bcr  \.'ithin  the  city's  M.Tj.D.'s, 
1960-1970.   ;ioreover,  oC  all  retail  sales,  those  for  furnit-ure-bcre  furnishinp; 
stores,  ciatinp-drinliin,^:  establishr.wnts  and  service  statir-ns  have  been  increasing 
in  relative  imortarce  v/ithin  th.-i  city  and  re':inn.   TV-cro  is  littDe  reason  at 
prc;;cnt  to  ( :;pect  thc:se  establish-.-eat  and  sales  trends  to  clian;:.e .   Tiie  one 
possible  exception  r^ay  be  a  levelin.-r  or  declir.e  i.n   t!n;  nu:iber  of  furniture 

tores  because  of  t'ae  cr:err,  inr;  irportance  of  tlie  larr,e,  ■.•rireiiouse-type  of 
establishi.v.'nt.   The  irvact  c.f  Chi.;  decline,  slinuld  it  occur,  nay  be  counteracted 
5y  an  increase  in  interior  desi"n  and  ho;-.e  f  urn!  shii'.f^,  stores. 

ServiC'-s  arc  cxrc-cted  to  b^ecora  r.n  even  r.ore  iiincrtant  function  of  tlie 
"'  •  D .  '  s .   'lervices,  unlil'.e  retail  c.';tabli:;h;:cT.ts ,  are  expected  to  continue  to 
increase  in  ni-.v.bcr,  but  less  so  in  t'ne  1970-1 9'.,0  decade  than  in  the  preccdlr.;; 
lecade.   An  increase  js  expected  in  selected  services  because: 


-  9 


1.  Selected  service  ec:tab].lsh:r:-.-!nts  benefit  frora  heir.fr  near  retail  cstab- 
lishr.enCs  v/Iiic!)  r.ttr.-'.ct  cu?:- 1 oner s ;  1960-1970,  the  increnr.e  in  the 
number  of  seJccucd  service  cstablis'imcntrj  located  within  N.B.D.'s 
may  have  been  15  percent  or  more; 

2.  The  increase  in  selected  service  receipts  projected  for  the  city  and 
region  is  significantly  greater  than  that  expected  just  for  inflation; 
and 

3.  There  is  evidence  tliat  thc:-^e  activities,  lil.e  the  N.3.D.'s,  locate 
within  population  concentrations  rather  than  re;;ional  shopping 
centers  and  other  non-N.E.D.  locatio-is ;  it  is  v^ol^ablc  that  many 
cannot  afford  the  sliopping  center  rentals. 

The  selected  services  expected  to  increase  in  nur-ber  in  M.B.D.'s,  1970- 
19S0,  iiicludc  personal  servicer".,  auto  repair  and  related  activities,  atnuseinent- 
recreation.al  services  and  business  services.   The  increase  in  personal  services 
is  expected  to  be  less,  1970-19cO,  tlian  in  the  pri'ccding  decade.   The  rate  of 
increase  in  N.B.D.'s  seems  to  have  slowed  down,  1965-1970.   Over  75  percent  of 
the  city's  personal  service  establishncnts ,  in  1970,  were  in  N.B.D.'s,  there- 
fore, the  N.B.U.'s  are  likely  to  begin  to  feel  t'nc  effect  of  the  decline  in 
tl-;e  city  of  personal  service  establishments  occurring,  195C-19G7,  and  \:hich 
is  likely  to  continue  at  a  slower  rate,  1>G7-19J0. 

Auto  repair  and  related  service  establishvasnts  r^ora   than  doubled  in  nuniber 
in  N.B.D.'s,  15G0-1970,  '.;nilc  in  the  city  and  region  they  declined  in  nu-'jcr. 
They  are  shov.'ing  a  tendency  to  locate  vjitiiin  ;;.?..D.'s  at  the  sane  tine  people 
are  investing  norc  and  nore  money  in  autorobiles  and  their  naintcnance. 
Leisure  facilities  also  increased  in  nunbor  within  tlie  IJ.B.D.'s  while  they 
decreased  in  nurr.ber  in  the  city  as  a  v.-kole.   There  is  no  evidence  siiov.'ing  tlint 
this  trend  '.rill  cliange  since  f ;'.:-nilies  spend  r.ore  roney  for  leisure  tins  as  their 
incomes  inctviase.   Incones  and  leisure  liours,  arc  expected  to  continue  to 
increase  during  the  1970-1920  decade. 

Business  service  receipts  and  cstablis!;a;ents  have  been  increasing  signifi- 
cantly in  the  city  and  are  e::pected  to  continue  to  do  so,  19C7-1980;  therefore, 
it  is  likely  that  the  N.B.D.'s  will  continue  to  attract  these  activities. 

The  increase  anticipated  in  the  nuinbcr  of  ".B.D.  financial -real  estate- 
insurance  firns,  1970-1930,  is  likely  to  be  primarily  in  real  estate  and  insurance, 
The  nur.ber  of  financial  establishir.ents  in  I!.]3.D.'s  increased  very  little, 
1960-1970  (by  less  than  ten  cstablisli~.ents) .   13an!;s  r.uy  have  incrcnseei  in  nunber 
by  five  and  consur.er  credit  cstablisiiments  by  twenty  but  savin.-.s  and  loans 
declined  in  nu:::bcr  by  nearly  tv;enty.   Real  estate  and  ii-isurancc  activities, 
however,  nay  liave  increased  in  nur^bar  by  about  100  cstablislinents  during  the 
sane  period,   'i'hese,  of  course,  are  industries  which  have  been  showing  an 
increase  in  enploynent  V7ithin  the  ir.etropoli  tan  area  and  are  likely  to  continue 
to  do  so.      Many  of  these  activities  have  a  fairly  small  space  requircnent  and 
seem  to  show  a  preference  for  locating  near  other  eccnordc  activities. 

The  increase  in  professional  services,  1970-1930,  is  expected  to  occur, 
especially,  in  tlie  r-edical  and  sucli  niscellar.eous  prof esrjio'.ial  services  as 
arciiJ  tectural  and  erigineering  activities.   I'octors  are  already  sl:o'..'in';  a 
preference  for  an  M.i'/.!).  locati^on;  •\2   percent  of  the  city's  medical  services 
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avj.   fisLinatec]    I;o   hrvn   been   in   N.K.D.'s,    i:i    1970.      .":  d  icr.l   .'■■r-r^/iccs   shcv.-ed    tlic 
rrentC'-Tt    increase  of    all  "1. 3i.D.-t-;no  of   nc.tivitins,    1960-1970,    an  enti~.-\ted 
37   percent    incra.inc.      I'.vcn   those  cioctor.s    havin:',   a   liospital   orientation   are 
locatii)  :,    in  I>.j3.D.'s    poar    t:iG  hosjjitp.J.n.      Otlier  ]^i:of csnional   Eervlces   no 
lonp.or   need   to   he   in  a  central   location;   iTiany   cannot  afford   the  cost  a  central 
location  ir;poses.      Tivaj;,    they    arc   sciil'.ing  N.L.D.    locations. 

Consunar   nxz) nnd ■)  tnr o  po i-  rntia  1   and   r;hor) pinr;  patterns   are  hcloinr.   to   dor  ;i n e 
th.a   fiincticn.s   of    the   f'.itv.rii   .'■ .  ii.D.  '  p..      Givins-,   aJditicnal   confidence   to   the 
conclusions   raiativc   to   fne  outline   of  adjustiw.-nts   in  establirjiir.ent   types 
present  '.vithin   the   future  li.B.D.'s   are   the  estimates  of   e::pcnditure  potential 
captured  by  I.'.fj.D.    c.-.tab]  isrirentf?. ,    in    1970.      These  shov.'ed   that    consumers  nay 
be   co~iin;;   into   the   city  for  inir.cellancous   retail  pcrc!\--scG   and   auto  repair 
and  related   ser'^ices    (as  ve]l  as   for  auto   and   auto  parts   sales  and  hardt.'are- 
buildin;-;  natex'ials   denlerK) .      These  shoued  M.1j.15.    service   stations,    furniture- 
non;G   furnisliirir:   store.-;,   personal  services   and   le;^?]    services    to  have  had 
incorr.cs   about   crual   to   the   csti;nated   c:<pcndituro   potential   of   the   city's 
residents   in   t'icr.e   types  of   establisiimeuts. 

By   1920,    if   no  significant   clianc;e  occurs   in   the   nunber   and   estiniated 
inco:ne  of   each,   typa  of  ll.iijl.    e.5t;.=blish-)ent   and   in  expenditure  patterns    for 
households  of   a  f;iven   Jncoric,   L^iscollaneo;;^   retail,   auto   and   auto   parts   sales 
and  hard^-are-buildinr;  i.-.aterial  sales  \?ili   still  be  brin.Kinf;   consu;:'.ers   into   the 
city's  IJ.B.D.'s   and   only  ".'..u.T).    auto  repair  and   related   ser'vices  will  have   an 
incoj.'ie   about   c^ual    to   cousuuer   e>:pendlture  potcirtial. 

G.ivinr;  even  r.rc-.^tei-  cohCidcnc:'    to   the   porti'ayal    of    the   future  I'.B.D.'s 
establishncnt   ccaposition  are    tlie   response:;   connn;:i-j.rs   ^.ave  \.'hen  asked  where 
they   usually   pu.rchase  —  i.e.,    city  I.'.B.D.'s,   suburban  M.B.D.'s,   regional 
sf-oppin^,   centers,   non-'J.B.D.    and   non-refucnal   center  cs tabliahncnts   —  nineteen 
different   fiooils   and   services.      At   leacr:   70   r-crcort  of   the   city's  h.ouscholdc 
said   they  use  h'.ii.D.'s  r.iost   for   f;roca;:ies,    dru:^   stores  and   dry  cleaners   and 
at   least  half,    for  service   stations,   ban!;s   and   savirji's  and   loans.      Only  about 
15   percent   said   they   usually   buy   tl.iiir   clothin-:   in  h'.B.D.'s;    7S   percent   said 
tiiey  do,    in  regional   shopping;   ccnCcrr..      p.cducin;";   confidence   in   the   portrayal 
is   the    rcsjKTise  of   the    con;:u":;rs  v.'iio  buy   furniture  and   appliances.      Only   15 
percent  said   they  usually  nc-.ke   these  i>urcliases   in  K.D.D.'s;    65  jicrcent   said 
they   usually   use  dov;ntcv'ii  and   otlicr   re;;',ion<tl   sliC'ppi::'^   centers. 

A  constraint,   cne  which.  Tin---  lead   to  an  alteration   to   the   conclusion.-;   cited 
relative   to   future   cstablir  hr.-ents  \.'hen   th.e  anaJyses   of    the   city's   thirteen  ir.arltet 
areas   and   their   ■;.?..!). 's   are  cor.pieted,    is   tiie   injo;.;e  lir.iitations   of   consur.iers. 
Con.-juners  of   various   incot^e   levels  h;ive   their   ov.-n  .--"^endinfT  patterns   for   p.ocds 
and   sci-'.'iccs.      Tor   e:',ai;-plc>    ar:  urban   fa';ily   of   $.'5, 000-:? 5 ,000  per   year   inro;ie   and 
an  avcroT;e    size   of   3.2  perrans    ;;p!  :;di-;   an  esti.-;.:t..>i    $050.00  per   year   in   food 
store:,;    .$3  80.00,    in   eatjn:;-drin;-.inr;  e.-:tablishr-..-nt;F; ;    .'JIOO.OO,    for   jicrscnal    services; 
and    S90.00,    in   cjotiiin;-,   stores.      A   r;'i":ilar    fai-ilv   r.-rain;-.   vi  0,000-.?  15, 000  per 
year   spends   an   er.tinated    $1,500.00  p<:r   y..  ar   in   iced   stores;    .C/ioO.  00 ,    in   eatinr.- 
drinkin;',  establish.:ncnts ;    $235.00,    for  j-erson.al   services;    and   ;^'!f.5.00,    in 
cJothiii';   .'Stores. 

Another    ceiitrol    ^'"•■-  ,  •^i'chanVs  _i  a    tjie  j:;.o.:-^  •■•'_.h-:i  ..ni.'  ■;    or_  d  i/f  (^rt-nt  j)opu]  n- 
tion   ;-rit.;T:.      Little   s.oeciiic   insi-'.it    e::l.'."';    relati/e    to    th-  .-^e.      inousdi   r'.iM.ural 
l:nc-..'le..li;e   indicates    tli.at   ccncorn  ;:i:';t    !•(>   :-.iven    to    tiw-    i'-.:.ue.      For   e:<ar-.T)le,    ]o,-iC 
ob:.rvvatioa   dit:t.:te    tu/'t    i.il-    food   nc^Ii:   of    f. -Jiies   r.V'.:   ;:rea!.cr    tl^.m    !.!-vi:-'- 
r,    OTiC   i-'er.';on  ho>.!Sth''>]ds.       J.n  .iddltiou,    l.iii:'    '''r.eral    j;.:Li.';i'ac-.t  ioji 
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consuniers  c-::prcsscd  about  the  q-.iality  and  variety  of  j;oods  and  services  nay 
incorporate  sone  bias.   About  CO  jiercer.t  c£  the  respondents  vrore  '..-or.en  and 
the  median  aj;e  of  the  head  of  housGiiold  for  those  households  intervicvjcd  was 
5-')-59.  ■  The  rr.edian  age  of  tiie  city's  population,  in  1970,  was  28.8.   Tlie 
attitudes  and  demand  preferences  of  younger  consuricrs  and  men  may  differ  frcn 
those  of  t!;e  consuners  intervicu'cd. 

K^J>_. Ji !_'  s  '^'i y ccj: tivm e  to  bo  interrelated  in  function.   Snal  1  c r  N .  B . D .  '  s 

v.-ill  continue  to  be  ba:;icall3'  for  convenience,  includin;;  "'stop-and-sl\op" 
functions,  or  perfcrr.i  a  unique  role  '..'iiile  th.c  larj^er  ones  perform  a  nulti- 
plicity  of  functions.   It  is  the  lar^.or  ones,  becausj^  of  the  wider  range  or 
variety  cf  £,oods   and  sr.rvices,  their  Iccation  alcnr;  irjajor  arteries  ar.d  bus 
routes,  and,  for  sor.ie.  tlieir  pre.  uir,e,  thi-t  ;:avc  the  j'.rcatest  potential  for 
naintaining  and  er.pandinp.  their  activities.   Tlicse  are  the  2J.3.D.'s  \.''nich 
sccr.i  to  b.'jve  the  larf.-,er  primary  narkct  arc.-;s.   These  are  the  N.B.D.'s  v.'hich 
tend  to  have  sor.e  establislL^ients  v/hose  market  is  regional. 

There  is  a  likelihood  that  the  smaller  l.'.B.D.'s  will  become  somev.'hat  fewer 
in  number  in  the  older  areas  of  the  city.   Population  sliifts  indicate  they 
should  become  fewer  in  number. 

The  economic  vitality  of  a  substantial  nu~bcr  of  establishment  type s 
ar):?cjarK  to  ive  sc:.iavh"w  d:'n>:nde;i;  uron  Lji'.;  i'ltc-rnal  arrarrcment  of  ."'.M.O.'s. 


This  is  because  of  tiie  benefit  smnil  retail  un^.   r.any  co'.rv'cnience  service  estab- 
lishments derive  from  the  spin-off  effect.   Consumers  \7ho  arc  dra\.'n  to  an  11. B.]). 
by  its  supermarkets,  its  large  variety  stores  or  some  other  p,eaei:aLor  establish- 
ments oftentimes  drop  into  th.'se  smaller  stores.   Tliis  practice  suf:p,c:sts  an 
establisiunont  relationship  which  is  exemplified  in  the  design  of  many  planned 
regional  centers.   Tb.us.  to  ma:-:imir.e  the  spin-off  effect  of  consumer  generators 
it  appears  that  tlie  smaller  establishments  should  be  sandwiched  betv;een  the 
generators,  the  office-type  establishments  could  be  located  on  the  outer  side 
of  the  generators,  and  tlic  auto-oriented  activities  should  be  at  the  cxtrem.e 
edge  of  or  surround  the  M.B.D. 
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hai  tlie  potential  of  ir.j.king  sor:c  of  the  predictions  of  the  ICE. D.'s  future  wrong, 
A  change  lias  the  potential  oi  "i.akir.g  'i.ii.U.'s  even  more  important  th.-:n  thr-y  arc 
nov;,  e.'^^peciaily  for  those  typos  of  general  retail  establishments  not  in  need  of 
large  sites  and  not  dependent  vjpoii  a.  mass  market. 

TliE  a'KXT  P]!/vSE  of  THE  N.b.D.  PP.OGrJ.M 

The  initial  v7ork  of  the  City  Planning  Cor..-nission  on  N.B.D.'s  h.-is  ena>>lcd 
the  isriuc-s  th:it  s'hoiild  be  of  r.-.o-^t  concern  in  any  effort  designed  to  r.aintain  aiv.l 
i..iprovc  the  ecouo::iic  vitality  of  t"ae  city's  i.'.u.D.'s  lo  be  identified.   The  nrr.t 
phn.<;e  of  the  work  must  focus  u^ion  th.e  clarification  of  tlicsc  i.<-;ruie.s  and  the 
.'■ijecific  ))ro,-,ra^'S  or  antionr.  ri^'r-c^d   to  rc'.;:olve  the  problems  confronting  tiie 
h.I'.D.'s.   'iiius,  in    Ihj  nc::t:  ri;.-;:;c,  for  v.'i.ioh  .''.ome  furi.iing  as:;  i:;  t.Mice  liaM  been 
granted  and  more  is  being  soug.iit,  there  ir;  to  be  evtn  niore  attention  given  to 
th.e  attitudinal  ami  behavioral  practices  that  are  affecting,  the  economic 
stability  and  quality  of  il.iS.iJ.'s  and  to  the  need  of  b".  i-.i).  '  s  to  better  adjust 


to  Market  chan-cs.   Three  'J.B.D.'s  v:ll  be  selected  for  the  hind  of  rrobing 
needed  in  order  to  develop  incanin;;ful  pro';;rar,s.   The  focus  will  be  upon  crucial 
icsues  rather  t'nan  synptonis.   It  is  s>T:ptons  that  have  led  to  the  nisbclief  that 
N.B.D.'s  are  in  decline.   The  fccus  v/ill  be  'directed  tovrard  a  better  undor- 
standinj;  of  why  various  prop,ran-,s  are  effective  when  one  set  of  circu:nstance.s 
exists  and  not  effective  v/hen  another  exists.   The  focus  vill  be  upon  tiie 
dcvclopncnt  of  procrnns  designed  to  fulfill  four  areas  of  need  and  of  concern. 
These  are: 

1.  i!anager^Gnt ,  business  planning  and  r.iarl-.eting; 

2.  Financial  nced,=:;  and  techniques; 

3.  The  inprovcir.ent  and  dcvelopr.ent  of  adequate  facilities;  .and 

4.  Services  provided  business  people  by  governnental  agencies  aiid  otl^.er 
orgrinizations. 

This  '.cork  will  require  participation  of  the  II.B.D.'s  nerchants  and  investors, 
as  v;ell  as  many  govcriVucntal  agencies  and  elected  officials.   It  will  require 
nore  survey  research  by  the  University  of  Cincinnati  Institute  for  ''otropolitan 
Studies.   It  v;ill  require  the  participation  of  persons  kno'.'ledgeable  in  finance, 
business  manageincnt  and  marketing,  organizations  li!;c  the  Chamber  of  Co:..nerce 
and  Society  for  the  Advancement  of  Management,  and  persons  and  organizations 
participating  in  other  cxperir.-.ental  prograMs,  such  as  the^sc-  involved  in  the 
Ui'ban  Institute  -  Police  Foundation  -  Cincinnati  Police  program,  v.'hich  is  being 
funded  by  the  Ford  Foundation. 

I  believe  that,  v.'ith  a  coordinated  attack  upon  the  real  issvies  that  are 
confronting  the  city's  N.B.D.'s,  neighborhood  busincsoes  v/ill  continue  to  have  a 
future.   I  believe  tb.at  decline  does  not  have  to  be  the  rule  of  the  future.   I 
believe  tliat  business  areas  can  bocone  even  more  important  in  meeting  the  daily 
needs  of  residents  and  in  the  city's  economy.   I  l^eiieve  the  Planning  Cor;;;r.isslon' s 
and  city's  challenge  and  future  contribution  is  that  of  finding  the  means  to 
make  these  predictions  cone  into  being.   The  Plannii;g  Cor.iTnission' s  effort  VJill 
continue  to  be  innovative.   For  so'.ic  tine  to  cov.e  th.ere  even  v.-ill  be  questioning 
as  to  whether  or  not  the  econonic  vitality  of  the  N.B.D.  's  should  be  the  concern 
of  a  public  planning  agency.   At  this  tine  there  is  only  one  logical  answer: 
if  the  Planning  Coramission  docs  not  focus  upon  the  econonic  needs,  as  well  as 
th.e  facility  needs,  of  the  city's  h'.B.D.'s,  x/lio  will?  and  is  this  not  anotlu'.r 
a?,pect  of  tlic  conprehensive  approach  to  resolving  urban  problems  for  v;liich 
planning  agencies  are  rc:;ponsible? 


I'.!!.  Jenior 
8-2S-72 


-  13  - 


^Thc  r-Cr.ti^tical  calculr-tior.  of  this  va.lue  cnuallcd  110-115  percent  because 
of  c;rror  in  the  as:^ur::plior.;.  used  to  nnUo  the  cstiratc.   Tlic  consuricr 
c:-:p::-nJiture'  potential  doos  not  reflect  100  percent  of  a  far.ily's  expenses 
for  selected  services  becaune  of  limited  information  on  expenditures  for 
service.-^.. 

"In  1570,  for  all  5,350  ::.?..  D. -type  establishr.-cnts  located  vritliin  :;.B.D.'s, 
thu' s  values  were  ''(8  percent,  26  percent,  3  percent  and  18  percent, 
respectively. 

o 

T'lie   test  used  vas    t'ue  Kolriop^orov-Cniraov  Curr.ulative  ".<onparanctric  Test. 


SELECT  purLiCATio:o  OF  THE  cii;cT>r.:ATi  ciT)'  ?L:'j":iKG  co^riission 

ON  NEICilBOKUOOD   I;USIN":%S  DISTRICT3 


Nei  r:'."bor1) ood   £'.ir:in(?s r;  Dint: ri.ct   Sti'.ly: 

PopuJ.a'Llon  E.^ti:-;itcn   nnd   rcor.or'.ic  Trends 

PotGnt.ial    In-City   T?e5;i-.cnl:i. f^l 
Cor.'inu.nity  Actiivltv   CoiMrcrs 

A  0 iinnti  in t i_v_e   Ar.nl v_pi .'3_  of   Cinclr.nr: ti  's   Mai s Jib o : -''.oo-l 
Ev'.sjn <'■::.--;  Di s f-.rir.ts    (j'uhlication  for   the  City  Planair.3 
ConmissrLon  by   the   Institute   for  Metropolit^in  Studies, 
University  of   Cincinnati) 

Surimary  of   the  reiehborhood  ihi^iness  Dir.trlct  Studv 
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Neighborhood  business  dis- 
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